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Landing More
Meetings

FIRST THINGS FIRST

STOP PITCHING ACCOUNTABILITY

The goal in using guard management
software is not to prove that your
officers are simply on site.

Companies have been pitching accountability
(and failing to deliver) for years..

The goal is to prove the total value of
your services.

Hone in on what really matters to your client,
as an individual and as an organization.

BONUS PROSPECTING HACK
Look up the job descriptions for the role your prospects are currently in. The job
description will identify key areas of responsibility for the prospect as an individual
(and how they look good to their boss).
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Landing More
Meetings

1. PROVIDE SAMPLE REPORTS

2. PROMOTE THE TECHNOLOGY

Include sample reports in a cold email
campaign that show examples of how
you’ve won for your existing clients..

Put a page on your website that talks
about how you leverage technology to
win for your clients.

Daily Activity Reports

Think about shifting from a vendor to a
partner (include video if possible).

Incident Reports
Summary Reports

3. PRINT REPORT PACKETS

4. WALK A MILE IN THEIR SHOES

Getting a packet of professional
reports printed can be a great way to
open new doors. To go the extra mile,
include a $5-$10 coffee card with the
reports.

Write a cold email campaign that helps
your prospects understand what their
new day-to-day would look like if they
worked with you.
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Presenting
Silvertrac in a
Meeting or
Bid

THE SETUP

PREVIOUS WINS

Go into your sales call with demo
properties and reports setup so you
can show your client how the software
works.

If possible, compile wins or stories from
current clients that show your ability to
deliver.

The focus should be on the issue
monitor and the reports.

THE TRANSITION PLAN
Changing companies can be a huge
headache. A meeting with your client should
highlight a detailed transition plan to limit
your prospects time and risk.
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THE BASICS
-

What to
Include in
Your
Proposals

In general, make sure all written content is focused on the value you’ll provide to
the client.
If you have room, include some of your most compelling sample reports.

THE DIFFERENCE MAKER
Explain what you’re prospect’s new day-to-day will include:
-

You will have access to a live dashboard showing everything our team is doing on
site
You’ll receive your reports on time.
Reports are prioritized based on what you care about (level 1, 2 and 3 issues)
You and your team receive immediate incident notifications for the things that
matter most
You’ll receive monthly summary reports detailing the total value and productivity
our security team has delivered
You can trust that our team is coordinating with the facility maintenance team as
needed
You’ll know that every officer is adequately trained and reminded throughout their
shift of the requirements for the site
You’ll receive documentation every time we send a supervisor on site for
additional training or quality assurance
You’ll have a real reason to share our service with your friends and colleagues
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What Comes
Next?

“If you take care of your
existing customers, they will take care of
your new customers.”
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Join us again on

What Comes
Next?

Thursday, August 31st at 10am Pacific for

After The Close:
Setting Up the Ideal Reporting Process For
Your Client

12

